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As a result of competitive pricing strategies and competitive savings anticipated response, we 
are adjusting our Corporate pricing tactics. These updates supersede FSC-83-A, dated 
4/26/96. They take effect on July 22, 1996 and remain in place until further notice. 

The following key points should be emphasized throughout the organization: 

• We are returning to our standard grid response approach. 

• Our secondary trigger has been revised from Marlboro B4G1F to Marlboro BSGSF and 
from Basic B2G1F to Basic BSGSF. During periods of heavy PM activity (quarter end 
promotions), the strategies should be followed as outlined. However, it will be necessary to 
ensure that we match PM Marlboro activity (whether BSGSF or pack/carton discounting) on 
timing and amount of volume as closely as possible. As more information becomes known 
about these activities, we will advise you regarding the details of PM’s strategy. 


* The guiding principles of our pricing strategies previously communicated in 
FSC-87-A, dated 5/6/96, have not changed and remain in effect. 

If you have any questions after reviewing the attachments, please contact your Region Sales 
Manager. 

Program Contacts: Your Area Manager of Operations 
Frank Petto, extension #1288 
Steve Zitta, extension #1289 
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